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Master Index
Initial Information Request Regarding Material Contained in Application
A. Background
1. Define the retail customer classes: enterprise, large business, medium
business, small business, mass market, and residential; and define any
other retail customer class in which your company monitors
competition between AT&T and BellSouth and regularly creates sales
reports. Explain the specific characteristics that distinguish each
customer class (e.g., revenue size; employee size; telecom needs; other
criteria).
RESPONSE:
Narrative response: pp. 3-7
No exhibits

No documents



RESPONSE:

RESPONSE:

RESPONSE:

Define the retail services your company includes within the following
retail service categories: local voice; local data; interexchange voice;
interexchange data; and managed services. Define any other retail
service category for which your company monitors competition
between AT&T and BellSouth.

Narrative response: p. 8
Exhibits 2.1 through 2.6
No documents

Define each wholesale customer class in which your company
monitors competition between AT&T and BellSouth, and regularly
creates sales reports. Explain the specific characteristics that
distinguish each customer class (e.g., carrier classification
(competitive LEC, wireless, IXC); revenue size; type of wholesale
service; other criteria).

Narrative response: pp. 9-10
No exhibits
No documents

Define the wholesale services your company includes within the
following wholesale services: local voice; local data; interexchange
voice; interexchange data; and long-haul services. Define any other
wholesale service category for which your company monitors
competition between AT&T and BellSouth.

Narrative response: p. 11
Exhibits 2.1 through 2.6
No documents

Enterprise and Wholesale Services

For the nation, each BellSouth franchise area, and each MSA within
BellSouth’s region, provide separately for AT&T and BellSouth, by
each customer class identified in specifications 1 and 3 and each
service category identified in specifications 2 and 4:

a. Revenues, and an estimate of your company’s market share of
revenues. Explain the methodology used to create the estimate
and any supporting documentation.

b. The number of lines by capacity (e.g., DS-0, DS-1, DS-3, OCn),
and an estimate of your company’s market share of lines by



RESPONSE:

RESPONSE:

RESPONSE:

RESPONSE:

the appropriate capacity measure. Explain the methodology
used to create the estimate and any supporting documentation.

C. An estimate of each competitor's market share of revenues.
Provide an explanation of how the estimates were arrived at
and a copy of supporting documentation.

d. An estimate of each competitor's market share of capacity
(e.g., DS-0, DS-1, DS-3, OCn). Provide an explanation of how
the estimates were arrived at, and a copy of supporting
documentation.

Narrative response: pp. 12-20
Exhibits 5.1 through 5.13
No documents

For long-haul services provided to competitive LECs, interexchange
carriers, and wireless providers within the United States, provide:

a. An explanation of BellSouth’s long-haul capabilities outside its
franchise areas.

Request directed to BellSouth only.

b. AT&T’s revenues, wholesale minutes, and the corresponding
nationwide market share estimate.

Narrative response: pp. 21-22
Exhibits 6.1 and 6.2
No documents

C. BellSouth’s revenues, wholesale minutes, and the
corresponding nationwide market share estimate.

Request directed to BellSouth only.

d. The name and estimated nationwide market share of each
facilities-based long-haul service competitor. Provide an
explanation of how the estimates were arrived at, and a copy of
supporting documentation.



RESPONSE:

RESPONSE:

RESPONSE:

Narrative response: p. 23
Exhibits 5.1 through 5.13
No documents

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) that discuss
competition on proposals to provide any relevant service (RFPs) for
enterprise or wholesale business customers.

Narrative response: p. 24

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Christopher Rooney, Donna
Henderson, Howard Irgang, Susan Soares, Eric Shepcaro, Michael
Antieri, Sherry Charles, John Minier, Judi Hand, Ron Spears, Dan
Walsh, Brendan Floyd, Richard Hubbard, Kathie Morrissey

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) relating to the
company’s business plans for enterprise or wholesale businesses,
including strategic plans, budgets, and financial projections for these
businesses. For regularly prepared budgets and financial projections,
the company need only submit one copy of final year-end documents
and cumulative year-to-date documents for the current year.

Narrative response: p. 25

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Christopher Rooney, Donna
Henderson, Howard Irgang, Susan Soares, Eric Shepcaro, Michael
Antieri, Sherry Charles, John Minier, Judi Hand, Ron Spears, Dan
Walsh, Brendan Floyd, Richard Hubbard, Kathie Morrissey

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) that discuss
competition for enterprise or wholesale customers (other than long-
haul services), including market studies, competitive analyses, product
strategies, marketing strategies, and all other documents relating to
(a) the market share or competitive position of AT&T, BellSouth or
any other competitor for these services; (b) supply or demand
conditions for these services; (c) customers’ willingness or ability to
substitute to alternative competitive services or providers; (d)
competitors’ willingness or ability to meet increased demand for their



RESPONSE:

10.

RESPONSE:

11.

RESPONSE:

12.

services; and (e) attempts to win these customers from other
companies or to stem losses of these customers to other companies.

Narrative response: p. 26

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Christopher Rooney, Donna
Henderson, Howard Irgang, Susan Soares, Eric Shepcaro, Michael
Antieri, Sherry Charles, John Minier, Judi Hand, Ron Spears, Dan
Walsh, Brendan Floyd, Richard Hubbard, Kathie Morrissey

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) that discuss
AT&T's, BellSouth’s or any other company’s pricing strategies for
enterprise or wholesale customers (other than long-haul services),
including any documents that report or estimate an elasticity of
demand for services provided to these customers.

Narrative response: p. 27

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Christopher Rooney, Donna
Henderson, Howard Irgang, Susan Soares, Eric Shepcaro, Michael
Antieri, Sherry Charles, John Minier, Judi Hand, Ron Spears, Dan
Walsh, Brendan Floyd, Richard Hubbard, Kathie Morrissey

Special Access Services

Provide a definition for each type of special access service provided by
your company. Explain whether the types of service are distinguished
by: whether the service is Type |, Type I1 or other type; capacity (e.g.,
DS-0, DS-1, DS-3, OCn); optional payment plan (e.g., term or volume
commitment); or other factors.

Narrative response: pp. 28-29
No exhibits
No documents

For each BellSouth franchise area and each MSA within BellSouth’s
region, provide separately for AT&T and BellSouth, by type and
capacity (eg., Type I-DS-1, Type I-DS-3, etc.):

a. The special access revenues and number of circuits.



RESPONSE:

13.

RESPONSE:

14.

An estimate of your market share of revenues and circuits.

The corresponding revenues and market share of each
competitor. Provide an explanation of how the estimates were
arrived at, and a copy of supporting documentation.

The number of lines by type and capacity and market share of
each competitor. Provide an explanation of how the estimates
were arrived at, and a copy of supporting documentation.

Narrative response: pp. 30-31
Exhibits 12.1 and 12.2
No documents

For each wire center within BellSouth’s region, BellSouth shall
provide in an Excel spreadsheet:

a.

An identifier for the wire center and an identifier for the MSA
in which the wire center is located.

The name of each carrier with a fiber-based collocation at the
wire center.

Indicate whether the fiber-based collocation is “on-net”
(connected to the carrier's network with the carrier's own
facilities - a Type | connection) or “off-net” (connected to the
carrier's network via facilities leased from another carrier -a
Type I1 connection). In the case of a Type 11 connection,
indicate if the facilities are leased from BellSouth, AT&T, or
another carrier.

Request directed to BellSouth only.

For each MSA within BellSouth’s region where AT&T and BellSouth
have facilities (either owned or leased), provide:

a.

A map of AT&T’s network, a listing of AT&T’s facilities, and
the address of each building that AT&T plans to bring “on-
net” within the next two years (by May 1,2008).

In an Excel spreadsheet:



RESPONSE:

15.

RESPONSE:

16.

(1)

The address of each building for which AT&T has a
Type | connection.

(2)  The capacity of AT&T’s Type | connection and the
number of circuits, as well as the number of lit and dark
fiber strands.

(3) The name of each other carrier that has a Type |
connection to that same building, and the capacity of
each carrier’s Type | connection.

(4)  The name of each carrier with a Type I1 connection to
that same building.

C. In an Excel spreadsheet:

(1) The address of each building for which AT&T has a
Type 11 connection.

(2)  The capacity of AT&T’s Type I1 connection and the
number of circuits.

(3)  The name of each other carrier that has a Type |
connection to that same building, and the capacity of
each carrier’s Type | connection.

(4)  The name of each other carrier that has a Type I1

connection to that same building.

Narrative response: pp. 33-41
Exhibits 14.a.1 through 14.a.5; 14.b; and 14.c
No documents

For the nation and each BellSouth franchise area, provide separately
for AT&T and BellSouth, a quarterly count of the number of WPs for
special access service in which your company submitted a bid to
provide special access service.

Narrative response: p. 42

Exhibit 15

No documents

For each RFP for special access service to be provided within
BellSouth’s region in which AT&T or BellSouth submitted a bid,
provide in an Excel spreadsheet:



RESPONSE:

17.

RESPONSE:

18.

RESPONSE:

19.

a. The name of the company requesting bids.

b. The RFP designation number issued by the company
requesting the proposal.

C. The month and year that AT&T submitted its bid.

d. The state(s) and MSA(s) in which AT&T proposed to provide
the service.

e. The month and year that BellSouth submitted its bid.

f. The state(s), and MSA(s) in which BellSouth proposed to
provide the service.

g. An indication of who was awarded the contract.

Narrative response: pp. 43-47
Exhibits 15 and 16
No documents

Separately for each MSA within BellSouth’s region in which AT&T

owns facilities used to provide telephone exchange or exchange access
service, provide in the form of lists and network maps of sufficiently
precise detail a description of AT&T’s facilities, including the

capacity and number of strands of lit and unlit fiber and the

geographic area that practically can be reached by the network, via
either (1) direct fiber connection or (2) special access loops or EELS.

Narrative response: pp. 48—49
Exhibits 14.a.1 through 14.a.5; 14.b; and 14.c
No documents

For each BellSouth franchise area, describe the state regulation, if
any, that applies to intrastate special access service.

Request directed to BellSouth only.

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) that discuss
competition on RFPs for special access customers.



RESPONSE:

20.

RESPONSE:

21.

RESPONSE:

Narrative response: p. 51

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Christopher Rooney, Clayton
Lockhart, Donna Henderson, Howard Irgang, Eric Shepcaro,
Sherry Charles, John Minier, Judi Hand, Brendan Floyd, Richard
Hubbard, Dan Walsh, Ron Spears, Kathy Morrissey

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) relating to the
company’s business plans for special access services (whether
wholesale or retail), including strategic plans, budgets, and financial
projections for this business. For regularly prepared budgets and
financial projections, the company need only submit one copy of final
year-end documents and cumulative year-to-date documents for the
current year.

Narrative response: p. 52

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Christopher Rooney, Clayton
Lockhart, Donna Henderson, Howard Irgang, Eric Shepcaro,
Sherry Charles, John Minier, Judi Hand, Brendan Floyd, Richard
Hubbard, Dan Walsh, Ron Spears, Kathy Morrissey

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) that discuss
competition for special access services (whether wholesale or retail),
including market studies, competitive analyses, product strategies,
marketing strategies, and all other documents relating to (a) the
market share or competitive position of AT&T, BellSouth or any

other competitor for these services; (b) supply or demand conditions
for these services; (c) customers’ willingness or ability to substitute to
alternative competitive services or providers; (d) competitors’
willingness or ability to meet increased demand for their services; and
(e) attempts to win these customers from other companies or to stem
losses of these customers to other companies.

Narrative response: p. 53

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Christopher Rooney, Clayton
Lockhart, Donna Henderson, Howard Irgang, Eric Shepcaro,



22.

RESPONSE:

23.

RESPONSE:

24,

Sherry Charles, John Minier, Judi Hand, Brendan Floyd, Richard
Hubbard, Dan Walsh, Ron Spears, Kathy Morrissey

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) that discuss
AT&T's, BellSouth’s or any other company’s pricing strategies for
special access services, including any documents that report or
estimate an elasticity of demand for services provided to these
customers.

Narrative response: p. 54

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Christopher Rooney, Clayton
Lockhart, Donna Henderson, Howard Irgang, Eric Shepcaro,
Sherry Charles, John Minier, Judi Hand, Brendan Floyd, Richard
Hubbard, Dan Walsh, Ron Spears, Kathy Morrissey

Wireless Broadband Services

For all WCS, BRS and EBS spectrum that AT&T, BellSouth, or
Cingular owns, leases or otherwise controls (including through
wholesale or resale arrangements), provide separately for AT&T,
BellSouth, and Cingular in an Excel spreadsheet:

a. A designation of the geographic area in which the spectrum is
located (e.g., basic trading area, major economic area or, if the
entity only holds or controls spectrum in a partial license area,
county or undefined area).

b. A listing of the MSAs and/or RSAs in which there is overlap of
the geographic areas where the entities hold the spectrum.

C. The amount of spectrum owned, leased or otherwise controlled
in each geographic area by AT&T, BellSouth, or Cingular.

d. An indication of whether the spectrum is owned, leased or
otherwise controlled.

Narrative response: pp. 55-56
Exhibit 23.1
No documents

Provide separately for AT&T, BellSouth, and Cingular in an Excel
spreadsheet:

10



RESPONSE:

25.

RESPONSE:

26.

RESPONSE:

27.

a. Revenues earned using WCS, BRS and EBS spectrum,
separately by customer class and service offering.

b. The number of end-users served via WCS, BRS and EBS
spectrum, separately by customer class and service offering.

Narrative response: pp. 57-58
No exhibits
No documents

For any spectrum identified in Specification 23, provide in a separate
Excel spreadsheet, by geographic are§., basic trading area, major
economic area), a listing of all other firms owning, leasing or
otherwise controlling spectrum in these frequencies and the amount of
spectrum assigned to each of these firms.

Narrative response: p. 59
Exhibit 25.1
No documents

Provide all documents prepared expressly for AT&T, BellSouth or
Cingular (whether prepared internally or by outside advisors) that
discuss competition between wireless broadband services and other
broadband services (e.g., DSL, cable modem), including market
studies, competitive analyses, product strategies, marketing strategies,
and all other documents relating to (ajhe market share or

competitive position of any firm providing wireless broadband

services; (b) supply or demand conditions for wireless broadband
services; (c) consumer willingness or ability to use wireless broadband
services; and (d) wireless broadband providers’ ability to meet
increased demand for their services.

Narrative response: p. 60

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Cathy Martine-Dolecki, Chris
Rooney, Howard Irgang, Jon Minier, Eric Shepcaro, Christine
Urbanek, Susan Soares, Michael Antieri, Sherry Charles, Donna
Henderson, Scott Helbing, Kathie Morrisey, Chris Rice, Lee Ann
Champion

Provide all documents prepared expressly for AT&T, BellSouth, or
Cingular (whether prepared internally or by outside advisors)
relating to the company’s business plans for WCS, BRS, and EBS

11



RESPONSE:

28.

spectrum assigned to, leased by or otherwise controlled by AT&T,
BellSouth or Cingular, or any wireless broadband service offering in
other bands, including strategic plans, budgets, and financial
projections for such services.

Narrative response: p. 61

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Cathy Martine-Dolecki, Chris
Rooney, Howard Irgang, Jon Minier, Eric Shepcaro, Christine
Urbanek, Susan Soares, Michael Antieri, Sherry Charles, Donna
Henderson, Scott Helbing, Kathie Morrisey, Chris Rice, Lee Ann
Champion

Internet Services

Provide separately for AT&T and BellSouth:

a. A description of each Internet service offered by your
company.
b. A description of the different types of peering arrangements or

transit agreements that your company has with Internet
backbone providers.

C. A description of your company’s current policies and
contractual requirements for permitting providers access (e.g.,
peering, transit, dedicated access, and xDSL) to your Internet
backbone service.

d. An explanation of the fees your company charges for transit
and an explanation for any material differences in these
charges assessed to particular ISPs or enterprise customers or
classes thereof.

e. The total amount of domestic outbound volume of traffic (in
terabytes/day or a similar measure) carried on your network,
and the total amount of domestic inbound volume of traffic (in
terabytes/day or a similar measure) carried on your network.

f. A description of how your company assesses its market
presence for the Internet services described in subsection a.
Provide all documents prepared expressly for AT&T or
BellSouth (whether prepared internally or by outside advisors)
that discuss the market share or competitive position of AT&T,
BellSouth or any other competitor for these services.

12



RESPONSE:

Narrative response: pp. 62-66
Exhibits 28.c.1 through 28.c.6; 28.d.1 and 28.d.2; and 28.e.1
No documents

29.  For the nation and BellSouth’s franchise areas, provide separately for
AT&T and BellSouth in an Excel spreadsheet:

a.

RESPONSE:

By customer class (as defined in specifications 1 and 3) and
Internet service (as identified in specification 28).

(1) i) The number of customers.

(2) i) The number and type of circuits connecting those
customers to the Internet backbone.

Revenues for each Internet service, e.g., dedicated internet
access (DIA) revenue, wholesale upstream transit revenue,
wholesale down-stream transit revenue.

Payments to AT&T, BellSouth and all others for each Internet
service provided to your company, e.g., DIAevenue, wholesale
up-stream transit revenue, and wholesale down-stream transit
revenue.

Narrative response: p. 67
Exhibits 29.a.1, 29.a.2, 29.b.1 and 29.c.1
No documents

30. Provide separately for AT&T and BellSouth in an Excel spreadsheet:

a.

The name of each person with which your company has a
settlement-free peering relationship, the volume of outbound
traffic (megabits per second) provided to that person, and the
volume of inbound traffic (megabits per second) received from
that person.

The name of each person with which your company has a paid
peering relationship, the volume of outbound traffic (megabits
per second) provided to that person, and the volume of
inbound traffic (megabits per second) received from that
person.

The names of the top 20 persons (in terms of revenues) for
which your company provides transit service, the volume of
outbound traffic (megabits per second) provided to each of

13



RESPONSE:

31.

RESPONSE:

32.

these persons, and the volume of inbound traffic (megabits per
second) provided to each of these persons.

The name of each person that provides transit to your
company, the volume of outbound traffic (megabits per
second) provided from your company, and the volume of
inbound traffic (megabits per second) provided to your
company.

Narrative response: pp. 68-69
Exhibits 30.a.1, 30.a.2, 30.b.1, 30.c.1 and 30.d.1
No documents

Provide:

a.

An estimate of the current total domestic level of Internet
traffic, based upon an accepted industry standarde(.,
terabytes/day). Provide an explanation of the methodology
used and a copy of supporting documents.

The name and estimated national market share for each Tier 1
IBP measured in terms of Internet backbone revenue, and
traffic (megabits per second). Provide an explanation of the
methodology and a copy of supporting documents.

Narrative response: pp. 70-71
No exhibits
No documents

Provide separately for AT&T and BellSouth:

a.

The name of each person with whom your company has a
peering relationship, where that peering relationship has
changed from a settlement-free to paid or a paid to a
settlement-free basis. Provide the date of the change and an
explanation of the reason for change in the arrangement.

For each person identified in specification 32.a, the volume of
outbound traffic (megabits per second) provided to that person
and the volume of inbound traffic (megabits per second)
received from that person and the revenues attributed to this
person for the time period identified in the instructions.

14



RESPONSE:

33.

RESPONSE:

34.

RESPONSE:

35.

Narrative response: p. 72
Exhibit 32.a.1
No documents

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) relating to the
company’s business plans for Internet services, including strategic
plans, budgets, and financial projections for this business. For
regularly prepared budgets and financial projections, the company
need only submit one copy of final year-end documents and
cumulative year-to-date documents for the current year.

Narrative response: p. 73

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Cathy Martine-Doleclu, Christopher
Rooney, Howard Irgang, Sherry Charles, John Minier, Eric Shepcaro,
Susan Soares, Michael Antieri, Donna Henderson, Chris Rice, Lee Ann
Champion

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) that discuss
competition for the Internet services described in specification 28.a,
including market studies, competitive analyses, product strategies,
marketing strategies, and all other documents relating to (a) supply or
demand conditions for these services; (b) customers’ willingness or
ability to substitute to alternative competitive services or providers;

(c) competitors’ willingness or ability to meet increased demand for
their services; and (d) attempts to win these customers from other
companies or to stem losses of these customers to other companies

Narrative response: p. 74

No exhibits

Document custodians:
Susan Johnson, Mark Keiffer, Cathy Martine-Doleclu, Christopher
Rooney, Howard Irgang, Sherry Charles, John Minier, Eric Shepcaro,
Susan Soares, Michael Antieri, Donna Henderson, Chris Rice, Lee Ann
Champion

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) that discuss
AT&T's, BellSouth’s or any other company’s pricing strategies for

15



the Internet services described in specification 28.a, including any
documents that report or estimate an elasticity of demand for services
provided to these customers.

RESPONSE:

Narrative response: p. 75

No exhibits

Document custodians:

Susan Johnson, Mark Keiffer, Cathy Martine-Doleclu, Christopher
Rooney, Howard Irgang, Sherry Charles, John Minier, Eric Shepcaro,
Susan Soares, Michael Antieri, Donna Henderson, Chris Rice, Lee Ann
Champion

F. Mass Market Services

36.  For each BellSouth franchise area, BellSouth shall provide:

a.

The number of BellSouth’s residential wireline lines and:

(1)

(2)

3)

The number of these lines for which BellSouth, AT&T
(or SBC), Verizon (or MCI), Sprint, Qwest, or another
long distance carrier is the presubscribed interstate
long distance carrier.

The number of these lines for which there is no
presubscribed interstate long distance carrier.

The number of these lines for which the consumer
subscribes to a combined BellSouth local and long
distance plan. Indicate the proportion of consumers
that subscribe to: a usage per minute plan; and a plan
that includes a bucket or an unlimited number of
interexchange minutes.

The number of residential lines resold by BellSouth, and the
name and corresponding line counts for the top 3 purchasers of
resold lines.

The number of residential UNE-P lines provided by BellSouth,
and the name and corresponding line counts for the top 3
purchasers of UNE-P lines.

The number of residential UNE-L lines provided by BellSouth,
and the name and corresponding line counts for the top 3
purchasers of UNE-L lines.

16



RESPONSE:

37.

The number of BellSouth’s residential DSL lines and the
proportion of these customers for which BellSouth does not
also provide wireline local exchange service.

The number of residential access lines provided by facilities-
based competitive local exchange providers (e.g., based on E-
911 listings), and the name and corresponding line counts for
the top 3 facilities-based providers.

An estimate of the total number of residential consumers
relying upon over-the-top VolP for all of their voice
telecommunications needs. Provide an explanation of the
derivation of the estimate and a copy of the supporting
documentation.

An estimate of the total number of residential consumers that
subscribe to a mobile wireless service instead of wireline local
exchange and long distance service. Provide an estimate of the
proportion of these consumers that subscribe to Cingular’s
service. Provide an explanation of the derivation of these
estimates and a copy of the supporting documentation.

An estimate of the number of residential cable broadband (e.qg.,
cable modem) subscribers. Provide an explanation of the
derivation of this estimate and a copy of the supporting
documentation.

Request directed to BellSouth only.

For each BellSouth franchise area, AT&T shall provide:

The number of AT&T’s residential wireline lines and:

(1)  The number of these lines for which BellSouth, AT&T
(or SBC), Verizon (or MCI), Sprint, Qwest, or another
long distance carrier is the presubscribed interstate
long distance carrier

(2)  The number of these lines for which there is no
presubscribed interstate long distance carrier.

(3)  The number of these lines for which the consumer
subscribes to a combined AT&T local and long distance
plan. Indicate the proportion of consumers subscribing
to: a usage per minute plan; and a plan that includes a
bucket of or an unlimited number of interexchange
minutes.

17



RESPONSE:

38.

RESPONSE:

39.

RESPONSE:

40.

b. The number of AT&T’s residential CallVantage lines. Provide
an estimate of the proportion of these lines in which the
consumer is relying upon CallVantage for all of their voice
telecommunications needs. Provide an explanation of the
derivation of the estimate and a copy of the supporting
documentation.

C. An estimate of the total number of residential consumers that
subscribe exclusively to wireless service instead of wireline
local exchange and long distance service. Provide an
explanation of the derivation of this estimate and a copy of the
supporting documentation.

d. An estimate of the total number of residential consumers that
use over-the-top VoIP instead of wireline local exchange and
long distance service. Provide an explanation of the derivation
of the estimate and a copy of the supporting documentation.

e. An estimate of the number of residential cable broadband (e.g.,
cable modem) subscribers. Provide an explanation of the
derivation of this estimate and a copy of the supporting
documentation.

Narrative response: pp. 78-80
Exhibits 37.a and 37.b
No documents

For the nation and each BellSouth franchise area, provide separately
for AT&T and BellSouth the number of residential presubscribed
interstate carrier access lines regardless of whether AT&T (SBC) or
BellSouth is the residential customer’s local exchange carrier.

Narrative response: p. 81
Exhibit 38
No documents

For each BellSouth franchise area, describe the state regulation, if
any, that applies to a combined local and long distance service
package for residential customers.

Response directed to BellSouth only.

Explain how AT&T has complied with applicable rate integration and
geographic rate averaging requirements of section 254, and how the

18



RESPONSE:

41.

RESPONSE:

42.

RESPONSE:

G.

merged entity would comply with these requirements if the merger is
approved.

Narrative response: pp. 83-84
No exhibits
No documents

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) that discuss: (a)
AT&T’'s and BellSouth’s market share for residential or mass market
telephony services in BellSouth’s region; (b) consumer willingness to
subscribe to residential or mass market telephony services offered by
AT&T; or (c) BellSouth’s loss of mass market or residential
customers to AT&T'’s service offerings within BellSouth’s region.

Narrative response: p. 85

No exhibits

Document custodians:
Susan Johnson, Cathy Martine-Dolecki, Eric Shepcaro, Christine
Urbanek, Scott Helbing, Lee Ann Champion

Provide all documents prepared expressly for AT&T or BellSouth
(whether prepared internally or by outside advisors) that discuss the
extent to which residential or mass market consumers within
BellSouth’s region subscribe to VoIP services or to mobile wireless
services in lieu of wireline local exchange and exchange access
services.

Narrative response: p. 86

No exhibits

Document custodians:
Susan Johnson, Cathy Martine-Dolecki, Eric Shepcaro, Christine
Urbanek, Scott Helbing, Lee Ann Champion

International

Submarine Cable Ownership and Capacity.

43.

The application for transfer of control of BellSouth’s cable landing
licenses, SCL-T/C-20060331-00003, provides information on three
cable systems in which BellSouth has an ownership interestlAYA-
1, TAT-14, and the Pan American Cable. It does not, however,
include any ownership interests that BellSouth or its affiliates may
have in cable landing stations. Please describe any (including less
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RESPONSE:

44,

RESPONSE:

45.

RESPONSE:

than 5 percent) ownership interests that BellSouth or its U.S. affiliates
may have in any cable landing stations on these or other cable
systems.

Request directed to BellSouth only.

The Public Interest Showing states that BellSouth holds an
Indefeasible Right of Use (IRU) in the South American Crossing
cable. Please provide information on this IRU and any other IRU that
BellSouth or its U.S. affiliates may have, including the capacity
included in the IRU and the total capacity of the cable system.

Request directed to BellSouth only.

Please provide information on any ownership interest or IRU that

AT&T may have in any cable system or cable landing station in which
BellSouth has an ownership interest or IRU, including, but not limited
to, TAT-14, MAYA-1, the Pan American Cable and the South

American Crossing cable. Specifically, consistent with section
1.767(a)(11)(i) of the rules, please identify, on a segment-specific basis,
the ownership interests held by AT&T and its affiliates collectively as
set out in each cable’s Construction and Maintenance Agreement
(C&MA).

Narrative response: p. 89
Exhibit 45
No documents

International Telecommunications Services.

46.

RESPONSE:

For AT&T and its U.S. affiliates (but not Cingular), please provide in
Excel spreadsheets, for reporting year 2004 and for the most recent
year, the following information: (1) the minutes and revenues for
U.S.-international traffic that AT&T carried over its own facilities on

a route-by-route basis for all destination markets; (2) the minutes and
revenues for U.S.-international traffic that AT&T provided as a pure
reseller on a world-total basis; and (3) the underlying carriers AT&T
uses when providing U.S.-international resale services, and the
relative percentage of AT&T’s minutes of U.S.-international resale
traffic carried by each underlying carrier.

Narrative response: pp. 90-91
Exhibits 46.1 through 46.5
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47.

RESPONSE:

48.

RESPONSE:

49.

RESPONSE:

No documents

For BellSouth and its U.S. affiliates (but not Cingular), please provide
in Excel spreadsheets, for reporting year 2004 and for the most recent
year, the following information: (1) the minutes and revenues for
U.S.-international traffic that BellSouth carried over its own facilities
on a route-by-route basis for all destination markets; (2) the minutes
and revenues for U.S.-international traffic that BellSouth provided as
a pure reseller on a world-total basis; and (3) the underlying carriers
BellSouth uses when providing U.S.-international resale services and
the relative percentage of BellSouth’s minutes of U.S.-international
resale traffic carried by each underlying carrier.

Request directed to BellSouth only.

For Cingular and its U.S. affiliates (but not AT&T and BellSouth),
please provide in Excel spreadsheets, for reporting year 2004 and for
the most recent year, the following information: (1) the minutes of
traffic and revenues for U.S.-international traffic that Cingular

carried over its own facilities on a route-by-route basis for all
destination markets; (2) the minutes and revenues for U.S.-
international traffic that Cingular provided as a pure reseller on a
world-total basis; and (3) the underlying carriers Cingular uses when
providing US.-international resale services and the relative percentage
of Cingular’'s minutes of U.S.-international resale traffic carried by
each underlying carrier.

Narrative response: p. 93
Exhibit 48
No documents

For (1) AT&T and its U.S. affiliates (but not Cingular), (2) BellSouth
and its U.S. affiliates (but not Cingular), and (3) Cingular and its U.S.
affiliates (but not AT&T and BellSouth), please provide in Excel
spreadsheets for reporting year 2004 and for the most recent year, the
world-total minutes and revenues for facilities-based U.S.-
international traffic and pure resale U.S.-international traffic
(combined) received from the following classes of customers: (1)
residential; (2) business and government; (3) other U.S. carriers; (4)
foreign carriers (except for traditional transit); and (5) the world-total
minutes and revenues received for providing traditional transit.

Narrative response: pp. 94-95
Exhibits 49.1 and 49.2
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50.

RESPONSE:

No documents

For (1) AT&T and its U.S. affiliates (but not Cingular) that provide
U.S.-international service through prepaid calling cards, and (2)
BellSouth and its U.S. affiliates (but not Cingular) that provide U.S.-
international service through prepaid calling cards, please provide in
Excel spreadsheets information on the revenues and minutes
associated with the calls placed using those prepaid calling cards.
Please describe how (1) AT&T and its U.S. affiliates (but not
Cingular) and (2) BellSouth and its U.S. affiliates (but not Cingular)
market those prepaid calling cards.

Narrative response: pp. 96-97
Exhibit 50
No documents

Global Telecommunications Services (GTS).

51.

RESPONSE:

52.

Please provide individually for AT&T and BellSouth the total number
of GTS customers. Please provide for the total of AT&T's GTS
customers for the reporting year 2004 and for the most recent year,
the following information: (1) the aggregate revenues for U.S.-
international traffic that AT&T carried over its own facilities or
provided as a pure reseller; and (2) aggregate revenues for all traffic
originating outside the United States that AT&T carried over its own
facilities or provided as a pure reseller. Please provide for the total of
BellSouth’s GTS customers for the reporting year 2004 and for the
most recent year, the following information: (1) aggregate revenues
for U.S.-international traffic that BellSouth carried over its own
facilities or provided as a pure reseller; and (2) aggregate revenues for
all traffic originating outside the United States that BellSouth carried
over its own facilities or provided as a pure reseller.

Narrative response: pp. 98-100
Exhibit 51
No documents

In Excel spreadsheets please identify all suppliers (not just U.S.
suppliers) of GTS and their respective shares of the GTS market,
including each of AT&T’s and BellSouth’s market share. Please
provide the information sources for the answers, including sources for
the definition of the GTSmarket.
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RESPONSE:

53.

Narrative response: pp. 101-02
No exhibits
No documents

Public Interest Analysis

Provide:

a.

A description of each asserted benefit or efficiency arising
from the merger, including the steps that AT&T, BellSouth,
and Cingular will take to achieve these benefits or efficiencies,
the costs the company will incur to achieve these benefits or
efficiencies, the risks involved in achieving these benefits or
efficiencies, the underlying assumptions for achieving these
benefits or efficiencies, and the time required to achieve these
benefits or efficiencies.

An estimate of the yearly benefits, costs, and risks attributable
to the merger, and an explanation of whether these benefits,
costs and risks will have a one-time or multi-time period effect.

A detailed explanation of the methodology used to estimate the
benefits, costs, and risks, and a detailed explanation of the
methodology’s underlying assumptions.

A detailed explanation of how the proposed transaction

permits the merged company to achieve these benefits, why the
merger of AT&T and BellSouth is necessary to achieve these
benefits, and why these benefits could not be reaped by AT&T
alone or by merging with another firm.

A discussion of whether and how these benefits will be passed
on to residential, business and government customers with
regard to price reductions, enhanced quality of existing
services, new services, or any other benefits. In addition,
guantify the size of these benefits to these customers, whether
this will be a one-time or multi-period benefit, and an
explanation of why the merger is necessary for AT&T and
BellSouth to achieve these benefits for these customers.

A copy of all documents and spreadsheets prepared expressly
for AT&T, BellSouth, or Cingular (whether prepared

internally or by outside advisors) that were used to prepare the
response to specification 53.
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RESPONSE:

54.

RESPONSE:

55.

RESPONSE:

56.

Narrative response: pp. 103-28
Exhibit 53
No documents

Provide:

a. A copy of all documents prepared expressly for AT&T,
BellSouth, or Cingular (whether prepared internally or by
outside advisors) that discuss the merger integration strategy.

b. A copy of all documents prepared expressly for AT&T,
BellSouth, or Cingular that discuss the benefits the merged
entity could reap from a larger footprint, including the effect
of the merger on the company’s incentives or abilities to
discriminate against other companies.

Narrative response: p. 129
No exhibits
Document custodians:
Susan Johnson, Rick Moore

Provide all documents prepared expressly for AT&T, BellSouth, or
Cingular (whether prepared internally or by outside advisors) that
discuss the proposed acquisition’s impact:

a. On AT&T's, BellSouth’s, or the merged entity’s control of
Cingular.

b. On the modification or development of Cingular’s strategic
goals and pricing structure for its service offerings offered in-
region or out-of-region of the merged entity’s combined
franchise areas.

Narrative response: p. 130
No exhibits
Document custodians:
Susan Johnson, Rick Moore

Provide all documents cited in the Public Interest Statement and
supporting declarations, as well as any data or competitive analyses
relied upon in preparing those documents, grouped byetlaration/
Public Interest Statement.
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RESPONSE:

Narrative response: pp. 131-33
No exhibits
Document control numbers:
ATT-FCC-56-00000001 through ATT-FCC-56-00008552
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